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A Good Investment for Your Business 


Never before have you been offered an opportunity 
such as our Mortgage Banking Seminar presents to 
make a sound investment in your staff and personnel 


BA is now in its 35th year and dur- 

ing its past career few of its 
undertakings have consumed the time, 
painstaking care and concentrated 
effort as has the Mortgage Banking 
Seminar which the Association will 
sponsor at Northwestern University’s 
Chicago Campus June 21 to 25. Al- 
most no activity we have embarked 
upon has seemed so important to the 
mortgage business and its continued 
progress as this educational course for 
men now engaged in it. 

For this is the first time a mortgage 
man has been offered an opportunity 
to attend—or send one of his employees 
or associates to—a well-planned, thor- 
oughly practical, up-to-the-minute 
course in mortgage banking. We were 
tempted to say “briefing,” realizing its 
popular appeal; and, indeed, it is a 
briefing of the mortgage business right 
up to the minute but it is much more: 
it is a complete review of what makes 
the business go, its economics, why 
things are done this way and not that 
way, in short, an education in mort- 
gage lending and investing condensed 
by men who know what is fundamental. 

The success of the course was never 
in doubt. When the initial survey was 
made to determine how many members 
would be interested, the response indi- 
cated many times the number that can 
be accepted. MBA, however, is in- 
terested in as wide a representation of 
member firms as possible. 

But, if you haven’t applied for regis- 
tration, do so at once. The time is very 


short and we must have your request 
immediately. Fee is $75 per student 
which includes text material but not 
room and meals. Men students will 
stay at beautiful Abbott Hall on Lake 
Michigan at $2 per day for room. 
Meals at the Hall cafeteria are good 
and reasonable. In fact, as a bargain 
in housing and good food, this feature 
can’t be equalled anywhere. 

The faculty certainly can’t be im- 
proved upon, in the opinion of every- 
one who has seen the list. For the 
practical side of the business those at- 
tending will hear successful experienced 
men as Fred L. Chapman, Thorpe 
Bros., Minneapolis; Paul J. Vollmar, 
Western & Southern; Willis R. Bryant, 
American Trust Company, San Fran- 
cisco; Herman O. Walther, Bell Sav- 





In This Issue 
FIRST “CLINIC IN PRINT” 
MACHINE VS. MANUAL IN 
MORTGAGE BOOKKEEPING 

Articles by 


W. R. JOHNSTON 
BROWN L. WHATLEY 
DONALD E. NETTLETON 


NEW MBA BOOKSHELF FEATURE 


REPORT FROM TEXAS 











ings and Loan, Chicago; Thomas J. 
Purcell, Hogan & Farwell, Chicago; 
Frank D. Hall, Equitable Life; Nor- 
man H. Nelson, Minnesota Mutual; 
O. L. Rieder, Cleveland Trust Com- 
pany; Walter Gehrke, Detroit Mort- 
gage & Realty Company; Roland A. 
Benge, Detroit Bank; John C. Tred- 
well, New York; Aksel Nielsen, Denver; 
Leon W. Ellwood, New York Life; 
Robert H. Pease, Draper & Kramer, 
Chicago; and William H. Leighly, Chi- 
cago. 

And from government sources will be 
the always informative Curt C. Mack, 
assistant FHA commissioner and O. 
Sanders, Jr. of the VA and from the 
Chicago Title and Trust Company will 
be two recognized authorities, Robert 
Kratovil and Robert E. O’Dea. From 
the field of economics has ben assem- 
bled some of the most worthwhile fig- 
ures to be heard anywhere—men who 
have something to say about our field 
that has definite and positive meaning. 
Among them are Dean Arthur M. 
Weimer, Indiana University; Harry C. 
Guthmann, Northwestern; Philip M. 
Hauser, University of Chicago; Dean 
A. A. Potter, Purdue; Rev. Edward A. 
Keller, C.S.E., Notre Dame; Wallace 
S. Schall, Northwestern; and Theodore 
O. Yntema, University of Chicago. 

The plus advantages of a course like 
this are innumerable—for instance, the 
opportunity to mix informally with 
others in the same business, to get the 
“feel” of mortgage lending, see how 
others are doing it, etc. 
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Without Machine Methods, Our Staff Would 
Have to Be Increased Two-Fold at Least 
By W. R. JOHNSTON AND PHILIP E. ALFORD 


VERY growing organization experi- 
ences at some time in its early life 
the pains of inadequate and inflexible 
bookkeeping _ sys- 
Either the 


system or 


tems. 
entire 
some phase of it 
becomes so bur- 
densome with a 
growing volume 
that soon the ex- 
ecutive is lost in a 

. maze of material 
W. R. Johnston that does not fur- 
nish a true or accurate picture, and 
which has taken his staff undue time 


to prepare. 





Time is one asset which cannot be 
repurchased once sold. The time of 
each and every member of any organi- 
zation is of primary concern to man- 
agement and in this connection the 
possibilities of machine bookkeeping 
should not be taken lightly. With a 
machine system neatness, economy, 
consistency, accuracy and speed of post- 
ing records becomes automatic. 

We are loan brokers. That is, we 
originate mortgage loans and sell them 
to investors under a servicing contract. 
It is in servicing these loans that the 
largest bookkeeping problem arises. In- 
vestors allow a service fee based on a 
percentage of the declining principal 
balance. Therefore, the rate is set for 
the entire life of the mortgage and, as 
the principal reduces, revenue from 
service fees reduces accordingly with 
no lessening of the work necessary to 
the loan. This means less in- 
come to the servicing agent in the 
latter years of a mortgage and the same 


service 


payroll to meet. 

Many servicing institutions realize 
this and are providing reserves to ease 
the shock that is sure to come in the 
low income years ahead. The fact that 
lean years will some day arrive should 
guide decisions in the direction of se- 
lecting the bookkeeping system that will 
do the most work for the least cash out- 


lay. Let me outline for you the before 
and after picture as we found it. 

For the purpose of this article, let’s 
discuss just one phase of mortgage loan 
accounting: that of collection reports 
to investors. 

Prior to 1941 we used a hand system. 
This was composed of a passbook, in 
which the cashier made entries as pay- 
ments were collected showing only the 
amount of the payment, the date, and 
the principal balance owing. This was 
the borrower’s record. Our office record 
was a ledger card which also was 
posted when payments were received. 
At the end of each day the ledger cards 
on which collections had been made 
were turned to the remittance section 
which prepared the collection reports 
for our investors. Here an office copy 
was first made in pencil, then balanced 
on the adding machine, then typed 
for the investor, and finally proofread 
before mailing. 

As volume grew, the point was 
reached where it took two work-days 
to prepare reports for one day’s collec- 
tions! The prospects of ever catching 
up seemed bleak indeed. Due to the 
fact that most mortgage loans provide 
for the installments to become due and 
payable on the first of each month, col- 


lections are naturally quite heavy the 
forepart of the month; and unless your 
system is set up to take care of these 
peak periods it is easy to become so far 
behind as to greatly impair the valuc 
of any records at all. Borrowers have 
a habit of intensely disliking the receipt 
of a delinquent notice on a payment 
that has been paid on time and through 
slow bookkeeping still shows in arrears 
when it comes time to follow up on 
them. In fact, when they find you 
have made one error they conclude 
that your whole organization is incom- 
petent. 

Now, through the use of carbon 
binders and machines and in only one 
operation, we post our ledger sheet 
from the passbook, prepare a collection 
report for the investor, and a journal 
record for our own use. The ledger 
sheet carries the due date of the install- 
ment, the date paid, the amount of the 
payment and a clear and concise break- 
down of how the payment is distrib- 
uted. It carries an automatic running 
balance of trust funds on hand for the 
payment of taxes and insurance, the 
amount of the service fee deducted, 
and another automatic running balance 
of the principal yet due. The collec- 
tion report bears the borrower’s name, 
identifying loan numbers and is an 
exact duplicate of our own ledger sheet. 
There is little chance for the records 
of the servicing agent and the investor 
to vary. The journal sheet is simply 





investor clientele contacts. 





At MBA Clinics in recent years, there has been more and more discus- 
sion of machine vs. manual bookkeeping and accounting 
seemingly wide difference of opinion as to the volume of loans needed to 
justify machines. For this first “Clinic in Print,” three member firms 
have set forth their experiences with machine methods; others will have 
something to say on the same subject in issues to come. Since a Clinic 
is a forum discussion, a “Clinic in Print” should be the same thing; we 
will welcome your comments and suggestions for future issues. 


Mr. Johnston, who is president of W. R. Johnston & Co., Inc., Okla- 
homa City, and Mr. Alford, who is auditor, say that if their firm was 
using hand methods today they would have to have twice the personnel. 
Mr. Whatley, who is president of Stockton, Whatley, Davin & Company, 
Jacksonville, Fla., believes that one of the most important things you can 
do to make your servicing end profitable is utilize the machine aids avail- 
able. Mr. Nettleton, who is president of The Lomas and Nettleton Com- 
pany, New Haven, emphasizes the great advantages to be gained in your 


with some 
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a duplicate of the collection report for 
ready reference when needed. 

Were we trying to do our job under 
a hand system today the number of 
employees necessary to accomplish the 
work would be two-fold at least, and 
there would be a good chance of al- 
ways being behind. Of course, initial 
expense of any new method is costly. 
But, in two years and in some Cases 
less, a machine will pay for itself 
through the savings involved in the 
number of persons employed to do the 
same work previously. And these ma- 


chines, fully equipped, currently retail 
for just under $3,000! You do not use 
any more office supplies than before. 

There are numerous accounting ma- 
chines on the market to fit every kind 
of situation. Your selection should be 
the one that is the most flexible; the 
one that will do all your work instead 
of just some special portion of it. 

We installed our machine system in 
early 1941 when we were servicing some 
2,000 loans aggregating $6,500,000 in 
addition to the general bookkeeping 


(Continued page 7, column 2) 


Today’s Volume Imposes Terrific Burden 


on Servicing Agents without Machines 
By BROWN L. WHATLEY 


ITHOUT allied sources of income 

a mortgage servicing business to- 
day, with our present costs of operation 
and the fixed rates of servicing revenue, 
cannot operate profitably. Unless the 
personnel required to do the clerical 
and accounting job are, at the same 
time, employed in other tasks of the 
general business such as insurance, real 
estate and the production of new loan 
business, there is small chance of the 
operation making a profit. 

The maze of tedious detail in con- 
nection with long-term, monthly-pay- 
ment mortgages involving the collec- 
tion of monthly 
escrow install- 
ments for taxes, 
hazard insurance 
and mortgage in- 
surance premiums, 
impose a_ terrific 
burden on servic- 
ing agents who are 
not equipped with 
Brown L. Whatley every mechanical, 
labor and time saving device. Disburs- 
ing from escrow accounts for various 
purposes, filing of notices, analyzing 
escrow accounts, changes in monthly 
installments, changes of records due to 
changes of ownership, correspondence 
with borrowers, mortgagees and others, 
maintenance of proper hazard insur- 
ance protection, are tasks which mul- 
tiply tremendously with volume in- 
creases and make it impossible for the 
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staff to maintain routine procedures on 
a current basis without employment of 
the most efficient system and every pos- 
sible mechanical aid and automatic 
device. 

The many variances in policy be- 
tween several mortgagees, including 
private and governmental institutions, 
further complicate the servicing agent’s 
task. Many of the institutional lenders, 
however, recognizing this, are striving 
to simplify their own requirements and 
to standardize their procedures and to 
eliminate unnecessary detail both on 
their own account as well as for the 
servicing agent. 

The old notion that the profit margin 
from mortgage loan servicing increases 
in ratio with the growth in the volume 
of loans serviced simply has no chance 
to work unless added efficiency is 
achieved in servicing procedure. As 
volume increases the problems of oper- 
ation change in many respects. 


A servicing volume of five to ten 
million dollars may be fairly efficiently 
done without mechanical equipment. 
Under old style clerical handling and 
bookkeeping methods a given number 
of people can service only a certain vol- 
ume of loans and, as the volume in- 
creases, additional personnel, equipment 
and facilities must be added. 

With appropriate and efficient me- 
chanical aids the same number of 
people are of course able to handle a 


far greater volume of loans. The type 
of mechanical aids needed may be de- 
termined by the volume of loans serv- 
iced. The extent to which manual 
operation of the equipment is required 
and the degree of speed which may be 
obtained in relation to cost of opera- 
tion are factors which govern the effi- 
ciency of a servicing operation. As 
volume increases, additional personnel 
and machines must be added, depend- 
ing upon the extent of manual opera- 
tion required by the machines. Space 
requirements increase. If the volume 
becomes burdensome for the number 
of persons and machines employed, 
accuracy and speed diminish. The task 
of the servicing agent in making collec- 
tions, maintaining records and report- 
ing, requires accuracy and speed at all 
times, if the job is to be done efficiently 
for the borrower as well as for the mort- 
gagee. 

Following the war when punch card 
equipment became available, our vol- 
ume had reached a point where we 
found it impossible to maintain current 
records and to carry on our servicing 
procedures with the degree of efficiency 
and accuracy which we _ desired. 
Throughout the war we had experi- 
enced a heavy turnover of personnel 
and we had substantial increases in 
personnel as a result of the lack of ex- 
perience. Jobs had to be divided and 
simplified in order to have them done 
accurately and on time. For example, 
we were using five posting machines, 
ten remittance clerks, and five status 
change clerks. Some of the posting ma- 
chines were working double shifts. All 
in all, the operation required a small 
army of people ‘as our volume ap- 
proached $40,000,000 of loans. 

With International Business Ma- 
chines punch card equipment, we are 
now furnishing each of our borrowers 
regularly with monthly statements 
showing the amount of payment due, 
the application to principal, interest 
and escrow account, as well as the 
current principal balance and _ total 
escrow funds on deposit. We have 
found that this eliminates much cor- 
respondence. The borrower returns a 
stub from the payment notice which 

(Continued next page) 
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enables us quickly to identify and credit 
payments. 

As payments are received across the 
counter or by mail, the cashiers simply 
pull pre-punched IBM cards previously 
supplied them for all loans and send 
the cards from the day’s collections to 
the tabulating room, retaining the cash 
and checks for deposit after balancing. 
The cards are run through the ma- 
chines, the cashiers’ report is automati- 
cally printed and balanced, remittance 
report is automatically printed, pay- 
ments are posted and a new cashier’s 
card is automatically punched for the 
ensuing monthly payment and returned 
to the cashier’s desk. A new monthly 
statement covering the next payment 
due is automatically printed and made 
ready for mailing. 

We do not maintain conventional 
ledger sheets but all master punch cards 
for each transaction—receipts and dis- 


bursements—-on each account are filed 


monthly and at any time a complete 
ledger account is required the cards 
may be readily drawn and run through 
the machine and the borrower's ac- 
count automatically printed on a ledger 
form. The monthly statements retained 
by the borrower make this seldom nec- 
essary. Controls are maintained from 
trial balances run off automatically 
each day. 

As disbursements are made for es- 
crow purposes, cards are manually 
punched to provide a check register and 
these cards are also used for automatic 
posting of escrow disbursements. Escrow 
deposit bank accounts and mortgage 
ledgers are in constant balance. As tax 
receipts are received after payment of 
taxes, cards are manually punched and 
are run through the machines to print 
automatically complete reports to mort- 
gagees showing borrower’s name, loan 
number, amount of taxes and number 
of tax receipt. 


Mechanical Operation Seems Mandatory If 
Any Volume of Servicing Is Involved 
By DONALD E. NETTLETON 


N LOOKING back to the 20's, it 
now that our 
Company then operated satisfactorily 
and economically a 25 million dollar 


seems inconceivable 


mortgage business at that time with no 
particular machinery or gadgets. How- 
ever, when the collection problems of 
the early 30’s descended upon us we 
were forced to mechanize our opera- 
tions to keep a proper control, and 
since then the advent of the monthly 
payment mortgage would appear to 
make mechanical operations manda- 
tory if any volume of servicing is in- 
volved. 

Our mortgage accounting set up at 
the present time is probably unusual in 
that we use two machine methods of 
bookkeeping. It so happens that we 
have an installation of International 
Business Machines equipment which we 
use On Our management accounting, 
viz., rent bills, receivables, monthly, and 
annual income and expense statements, 
etc., and we use a National Cash Reg- 
ister system for handling the regular 


accounting for the Company books and 
for our mortgage records. Having both 
types of equipment available, we have 
attempted to put both systems to their 
fullest and best use. 

The present mortgage situation is 
such that the bulk of the loans now 
being made are on a monthly basis, 
although we still do make some quar- 
terly and semi-annual payment mort- 
gages. With a large number of our 
mortgages on a monthly basis and 
mainly with level monthly payments, 
we have found that the International 
Business Machines equipment offers a 
very rapid and efficient method for bill- 
ing. The reason for this is that the 
punched cards used in their Tabulating 
Machine method do not have to be 
remade manually for each month's bill- 
ing operation but can be projected for 
future months by mechanical methods. 

Although most institutions do not bill 
for monthly payment loans, with our 
set up of branch offices it offers a solu- 
tion to the problem of branch office re- 
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porting, as the stubs of our bills are 
used for remittance to the Home Office. 
Incidentally, our branch offices do no 
accounting at all, this being centralized 
in the Home Office. As mortgage pay- 
ments are made, the tabulating cards 
used for the billing operation are pulled 
from our file so that at any period of 
the month the cards remaining in the 
file are unpaid. This offers a very easy 
method of preparing arrearage lists for 
our collection clerks, as these cards 
need only to be run through our Tabu- 
lator to prepare arrearage lists. 


We have also found our Interna- 
tional Business Machines equipment of 
considerable value for mortgage inven- 
tory, classification, and various control 
purposes. Regular reports of holdings, 
building mortgage payments, maturi- 
ties, etc., are run which enable our ex- 
ecutives and supervisors to constantly 
know the state of our portfolio. 

The actual posting of our mortgage 
payments is on ledger cards using Na- 
tional Cash Register posting machines. 
A separate ledger card is maintained 
for each mortgage, and offers a very 
complete record of all transactions. 

Any such accounting system must 
provide a complete record of all pay- 
ments received from mortgagors. This, 
in many cases, includes taxes, hazard 
insurance, and mortgage insurance pay- 
ments as in the case of FHA mortgages. 
Of course, it also is necessary to handle 
interest, principal, and servicing fees. 
We are attempting at the present time 
to get all of our mortgage customers to 
accept interest on a gross basis. By 
this method we eliminate a_ large 
amount of laborious calculating of serv- 
ice fee differential on each loan. Loans 
of like percentage are grouped to- 
gether on our remittance sheets and the 
total -interest is multiplied by a factor 
to arrive at the service fee on the whole 
group of mortgages. 

Machine bookkeeping makes for 
clear, readable records, and due to the 
accuracy of the totals taken, makes for 
easier proving of the day’s work. It is 
faster than a manual system, and many 
set ups are very flexible. Often two op- 
erations can be performed at the same 
time which makes for more economical 


- 
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MBA Bookshelf 
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This is a new department to appear frequently. Frank ]. McCabe, director 
of educaiion and research, will revetew books of interest to those engaged in 
mortgage lending and investing. If you want copies of these books, order from 
the publisher direct; or you can borrow any book mentioned without charge by 


addressing your request to Mr. McCabe. 


CONSTRUCTION ESTIMATES AND CostTs, 
by H. E. Pulver, published by Mc- 
Graw-Hill Book Company, Inc., New 
York, 1947. Price $6. 

This work is designed to give lay- 
men the “know how” in estimating 
construction costs. The author dis- 
cusses methods applicable to each 
phase of the construction process from 
the excavation to interior decoration. 
Quantities of materials needed and 
costs, labor quantities and costs, plant 
expense, overhead and profit are all 
thoroughly analyzed in figuring the 
costs of each phase. 

The time in hours requested to do 
a certain amount of work is emphasized 
instead of the amount of work done 
per hour. Mr. Pulver holds the chair 
of professor of civil and structural 
engineering at the University of Wis- 
consin. 


MULLIGAN’s Cope or Law AND Pro- 
CEDURE RELATING TO THE GUARANTY 
or INSURANCE OF LOANS TO VET- 
ERANS, published by Tennessee Val- 
ley Publishing Company, Chatta- 
nooga, Tennessee, 1947. Price $25. 
Mulligan’s Code is a guide book for 

all who have to do with veterans’ loans. 

It covers all phases of the subject from 

first interview with the veteran to 

final liquidation of the loan. 

It is the only book yet published in 
which the Act and Regulations are 
arranged by subjects in sections, an- 
notated with digests of all official 
utterances of the Veterans Administra- 
tion. The full text of the Act and 
Regulations, as first published and 
amended, with full text of all direc- 
tives, decisions and bulletins are also 
printed in the appendix. 

By purchasing this book mortgage 
bankers holding GI loans in their port- 
folios will be able to attach under the 
appropriate section all future material 
received from our Washington Counsel 
and the Veterans Administration and 


The Mortgage Banker ¢ 


M ay, 1 948 


thus have a well indexed and complete 
up-to-date reference book on the sub- 
ject. 


Farm MANAGEMENT, by Robert R. 
Hudelson, published by The Mac- 
Millan Company, New York, 1945. 
Price $2.50. 

Any mortgage banker making farm 
loans has many times had to face the 
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EXPERIENCED LOAN MAN WANTED 
Good position open for experienced mortgage man 
with one of the best-known life companies in 
America. Must be under 45 years of age, qualified 
to make professional analyses of all types of mort- 
ages, a have general knowledge of loan proce- 
ures. Position would be assistant to the vice-presi- 
dent in charge of mortgage loans and real estate. 
Exceptional opportunity with good salary. Write 
Box 159, Mortgage Bankers Association of America, 
111 W. Washington Street, Chicago 2 


WANTED MORTGAGE LOAN APPRAISER 
Major insurance com requires man with ap- 
ntial, rtments and com- 


praisal experience (resi , 
mercial), a working knowledge of mortgage financing 
and ability to supervise production personnel. Prefer 


individual familiar with Cleveland values. Write 
Box 160, Mortgage Bankers Association of America, 
111 W. Washington Street, Chicago 2. 


CHICAGO LOAN MAN WANTED ‘ 

Established Chicago Loop mortgage company in- 
terested in hiring young man with experience in 
real estate mortgage field for permanent position to 
assist officers in negotiating and servicing loans. 
Applicant should be familiar with FHA and VA 
regulations, have general knowledge of real estate 
taxes and property insurance, and ability to handle 
volume of correspondence. Legal training helpful 
but not necessary. Write Box 161, Mortgage Bankers 
Association of America, 111 W. Washington Street, 
Chicago 2. 
LIFE COMPANY MAN WANTS POSITION 

Experienced man. From 1925 to 1936 with two 
large Chicago real estate and mortgage companies, 
then with two large Loop banks. Later with large 
life company soliciting industrial mortgages and pur- 
chase-lease plans specializing in this type of financ- 
ing. Wants to get into more general type of 
mortgage business. Write Box 162, Mortgage Bankers 
Association of America, 111 W. Washington Street, 
Chicago 2. 


LOAN ORIGINATOR WANTED 
Mortgage loan originator wanted by _ well-estab- 
lished organization for Northern New Jersey area. 
Write, giving full details to Box 163, Mortgage 
Bankers Association of America, 111 W. Washington 
Street, Chicago 2. 


MORTGAGE EXECUTIVE AVAILABLE 

Attorney and former Deputy Collector Internal 
Revenue wi background of 25 years law, real 
estate and building construction, seeks connection in 
mortgage department of progressive bank, mortgage 
Can handle closing, 


loan or insurance company. 

title work, inspections, collections, investigations. 
appearance, pleasing personality, clean record, 

reliable. Write Box 164, Mortgage Bankers Associa- 


tion of America, 111 West Washington St., Chicago 2. 


MORTGAGE EXECUTIVE WANTED 
_Large Philadelphia mortgage company wants top 
flight mortgage man thoroughly conversant with all 
types of mortgages—one who has insurance company 
connections and can bring such connections with 
him. Write: Fidelity Bond and Mortgage Company, 
Lincoln Liberty Bldg., Philadelphia 7, Pa. 


complex problems of modern farm 
management. He must be well 
equipped to help his borrower solve 
these problems successfully. This de- 
tailed and very practical book will help 
him meet this responsibility. 

There are discussions on what to 
produce; how much of each com- 
modity to provide and when to have 
it on the market; how to combine in 
the right proportions the various fac- 
tors of production such as land, equip- 
ment, feed and seed; and of technical 
arrangements, such as field layout, the 
choice and price of products and 
equipment; methods of marketing, ac- 
counting, and keeping records; budget- 
ing, both time and money. There are 
tables, graphs, diagrammatic illustra- 
tions, and photographs of modern farm 
scenes and practices. 

Professor Hudelson has gained his 
experience on many types of farms. 
As a director of farm extension work 
he has helped farmers plan and op- 
erate their business successfully. He is 
a member of the Staff of the College 
of Agriculture, University of Illinois. 


THe Reat Estate Hanpsook, by 
Lawrence G. Holmes, published by 
Prentice-Hall, Inc., New York, 1948. 
Price $10. 

This book can be aptly described as 
the encyclopedia of the real estate 
business. It is the most complete 
treatise on this business yet published, 
containing sections on all phases in- 
cluding mortgage financing, appraising, 
property management, insurance, real 
property titles and advertising. It is 
well written and contains many prac- 
tical suggestions for handling all types 
of real estate transactions. The book 
contains over 200 pages of sample 
forms. Included are forms of mort- 
gages, trust deeds, notes, land contracts, 
many different types of leases, loan ap- 
plications, appraisal reports and a host 
of others The book has been written 
and indexed for quick reference by the 
man actually engaged in the real 
estate or mortgage business. 

Mr. Holmes, the author, is Adminis- 
trative Assistant of the National Asso- 
ciation of Real Estate Boards. MBA 
Secretary George H. Patterson served 
on the Editorial Board and as special 
reader of the section on “Financing.” 
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Texas MBA Holds Bigg 


est Convention; Elect 


D. L. Treadway President for 1948.49 Year 


Down in the Lone Star state where 
you expect everything to be done in a 
big way, the Texas Mortgage Bankers 
Association has again lived up to Texas 
traditions with a big 32nd annual con- 
vention at which attracted 
more than 450 mortgage men, insur- 
executives, builders, real estate 
men and others. To call it a Texas 
meeting is something of a misnomer 
they from just about 
everywhere. 


Galveston 


ance 


because were 

D. L. Treadway of Dallas, manager, 
Investors Syndicate, was elected presi- 
dent to succeed T. A. Robinson, Jr., 
Houston, presi- 
dent, First Mort- 
gage Company. 
Other officers 
elected were J. D. 
Ansley, San An- 
tonio, first vice- 
president; Fred 
Flynn, Harlingen, 
second vice-presi- 


dent; Alvin E. So- 





D. L. Treadway 


niat, Fort Worth, third vice-president, 
and Duval West, Dallas, secretary-treas- 


urer. 

MBA was liberally represented at 
the meeting and on the program. 
President John C. Thompson addressed 
the group at a luncheon on the open- 
ing day followed by a talk by Wash- 
ington Counsel Samuel E. Neel on the 
outlook in Washington. W. A. Clarke 
spoke on analysis of mortgage business 
costs and G. D. Brooks, A. H. Cad- 
wallader, Jr., and Aubrey M. Costa 
had parts on the program. 


Franklin D. Richards, FHA Com- 
missioner, said FHA probably will be 
insuring home mortgages under the 
VA program for at least another year. 
But there will be more strings attached, 
he said. 

Burke Baker, president, American 
General Life Insurance Co., Houston, 
told members that, although insurance 
companies are not accepting straight 
GI and Title VI, or other 4 per cent 
loans as readily as mortgage bankers 
would like, they are, nevertheless, still 
ready to take a large volume of Title 
IIs loans at rates 


and conventional 


more in line with current market con- 
ditions. 

Glenn McHugh, vice president, The 
Equitable Life Assurance Society of 
the United States, cautioned members 
to lend thoughtfully during the pres- 
ent period of uncertainty. 

G. D. Brooks of the National Life 
and Accident Insurance Co., Nashville, 
said: 

“The past decade has been abnor- 
mally good for the mortgage loan 
business, since have been in a 
period of constantly increasing real 
estate values. This condition cannot 
indefinitely without bringing 
ruinous inflation; we must ‘place our 
house in order’ to profitably operate 
under conditions that are not abnor- 
mally good. 


we 


exist 


“Now is the time for the corre- 
spondent to rid his business of such 
unsound practices as paying premiums 
for loans. Now is the time for him 
to make improvements in his servicing 
procedure. Service fees are paid by 
investors for services rendered and not 
as gratituties or delayed origination 
fees. 

“We must return to more conserva- 
tive appraisal methods in making con- 
ventional loans. During recent years, 


some of us have been inclined to 
‘stretch’ our ideas of values in an effort 
to justify loans that should not have 
been made. 

“I firmly believe that the loan cor- 
respondent who takes the position that 
the ‘buggy ride’ is over in the loan 
business and adjusts his operations ac- 
cordingly, will prove to be a very wise 
man.” 

The three-day sessions were con- 
cluded with a western round-up at the 
T. A. Robinson Lazy Ranch with Cecil 
Sission round-up foreman. 


President Thompson’s Texas trip was 
part of a busy schedule he has been 
following in recent weeks. While in 
Texas he appeared as guest speaker be- 
fore the Houston Real Estate Board 
and then went to New Orleans where 
he appeared before more than 25 mort- 
gage men at a luncheon meeting ar- 
ranged by Joseph M. Miller, MBA 
board member, and the New Orleans 
Mortgage Bankers Association. 

Prior to his Texas trip, President 
Thompson and Secretary George H. 
Patterson went to Jacksonville and 
Miami, Florida, to appear before these 
two local groups. In the former city, 
Brown Whatley, president of Stockton, 
Whatley, Davin & Co., arranged a 
luncheon meeting for around 50 mort- 
gage men. In Miami, Clyde W. Kistler 
and R. C. Houser, both members of 


(Continued next page) 





If you weren’t at the New York 
Clinic, we think you will find 
some good pointers in the papers 
delivered there. We have copies 
of most of them; and will send 
those you request while our 
supply lasts. 

“Ways, Means and Costs of Ac- 
quiring a Satisfactory Volume of 
Mortgages Under 1948-49 Con- 
ditions.” Addresses by George W. 
DeFranceaux, Washington, D. C.; 
Carton S. Stallard, Elizabeth, 
N. J., and Dean R. Hill, Buffalo. 
Also opening statement by N. N. 
Wolfsohn, Philadelphia. — 

“Outlook in the Money Mar- 





Some Papers Well Worth Reading 


kets and Future Trend of Interest 


Rates.” Addresses by Claude L. 
Benner, Wilmington, and Dr. 
Jules I. Bogen, New York Uni- 
versity. 


“How to Make Servicing More 
Profitable.” Addresses by G. M. 
Burlingame, Bryn Mawr, Pa.; 
Robert Goldsby, Elizabeth, N. J., 
and Donald E. Nettleton, New 
Haven. Mr. Burlingame’s paper 
includes a table showing the com- 
parative costs of servicing a 4 
per cent, $1,000 loan amortized 
in 25 and 20 years; a 4% per 
cent, $1,000 loan in 25, 20, 15 
and 10 years. 
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the MBA board, and D. Richard Mead, 
president of the local Association, ar- 
ranged an evening meeting for about 
100. 

In Miami, President Thompson told 
members that “the rate of interest on 
virtually all types of credit has been 
far too long artifically dammed. But 
once again, as surely as day follows 
the night, the law of supply and de- 
mand is again beginning to function, 
and interest rates for credit are seeking 
their proper level.” 

He said interest rates on 
mortgages are and would be 
increased. He said the mortgage money 
market is tightening and that there is 
a possibility of the creation of a new 
government-sponsored secondary mort- 
gage market for FHA and G. I. loans. 

Prior to his Southern trips, he 
opened and conducted MBA’s New 
York clinic and following this he went 
to Atlantic City where he participated 
in a panel discussion on 1948 building 
problems at the 46th annual conven- 
tion of the New Jersey Lumbermen’s 


current 
too low 


Association. 


The Analysis of the MBA Research 
Committee on the questionnaire cover- 
ing “Notices of Payment Due, Past Due 
Notices and Handling of Cash Re- 
ceipts” will be distributed soon. Watch 
for it! 

Past President Guy T. O. Hottypay, 
Baltimore, has accepted appointment 
on the Construction and Civic Devel- 
opment Committee of the U. S. Cham- 
ber of Commerce. 


Alester G. Furman Co., Greenville, 
S. C., established in 1888, is this year 
celebrating its 60th anniversary. 
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W. R. JOHNSTON 
(Continued from page 3) 
work. In our Accounting Department 


today we have three National machines, 
all the same model, but with different 
“form bars.” These form bars allow 
us to accomplish our entire cycle of ac- 
counting, including payroll, loans in 
process, accounts receivable, mortgage 
loan ledgers and the general books, and 
we are able to keep up to date from 
day to day. At present one machine is 
assigned to the FHA loan ledger, the 
second to the GI and conventional loan 
ledger and the third to loans in process 
and the general accounts. 

We currently handle servicing con- 
tracts on some 7,000 loans with out- 
standing balances totaling over $30,- 
000,000. 

When you compare the hand system 
to the machine, remember that no two 
people possess the same degree of neat- 


ness, or accuracy, or speed. With a 
change in personnel your records under- 
go the same change with a hand kept 
system. A machine doesn’t change with 
each new operator. Neatness, accuracy, 
consistency and economy are incorpo- 
rated in machines. Speed comes with 
experience. 

You have only to use the machine to 
its fullest degree to realize the advan- 
tages stored in its mechanism. 


DONALD E, NETTLETON 
(Continued from page 4) 
operation. At the present time we are 
rearranging our system somewhat so 
that when we post our ledger cards for 
the individual loan records we make 
our journal sheet and our remittance 
sheet to our investor as carbon copies in 
the same operation. If care is taken in 
setting up a system with good form de- 
sign and a thorough knowledge of what 
the machine will produce, good results 
can be obtained. We have found that our 
investing clientele are interested in the 
type of records that we maintain, and 
their auditors are always pleased to 
work on clear, complete, and accurate 
records. Furthermore, the abundance 
of figures and facts which may be 
readily posted and available through 
mechanical procedures can be a tre- 
mendous factor in increasing the effec- 

tiveness of mortgage servicing. 





machines and plenty of them. 


each at around ten years. 


more loans.” 





Ten Machines Service $115,000,000 Volume 


When you get into a really big volume, you have no choice but to use 
T. J. Bettes Company in Houston is 
servicing $115,000,000 in loans—21,000 mortgages and 16,000 Title I 
loans. They are using ten Burroughs posting machines which cost around 
$3,700 each and the Bettes organization estimates the practical life of 


“The principal advantage is speed and accuracy since they produce 
an automatic collection report for our investors as well as check the 
posting figures against the predetermined total of the service or payment 
cards,” John R. Butler, vice president, said. 

“Due to required periodic maintenance, we feel two such machines 
is the minimum that should be installed. Each machine can handle the 
posting for approximately 2,500 loans where monthly payments and trust 
funds are involved. We feel an installation of such machines would 
have practical benefit in servicing a volume of approximately 5,000 or 
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People - Events 
Owen M. Murray, president, The 
Murray Investment Company, Dallas, 
president of MBA in 1934-35 and long 
one of the most 
and inter- 
Association 


active 
ested 

members, 
honored on May 
3rd by friends and 
as he 


was 


associates 

reached his forti- 

eth the 

mortgage business. 

Owen M. Murray A 

given in his honor by Norman H. Nel- 

son of Minnesota Mutual which Mr. 
Murray has represented for 21 years 

longer than any other correspondent. 

It was an anniversary to be remem- 

bered by mortgage men everywhere be- 

cause of the important contributions 

Mr. Murray has made to the business 

to the advancement of the Asso- 

ciation. His friends and admirers over 

the country will wish for 40 more years 


year in 


luncheon was 


and 


of the same. 


During April, Vice President AKsEL 
NIELSEN and Mrs. Nielsen were on an 
18-day Caribbean cruise through the 
West Indies as far south as Venezuela 
where they made three stops. 


Today's mortgage loan problems were 
viewed from all angles by six speakers 
at a recent meeting of Oklahoma Mort- 
gage Association. 

Howard Moffitt, discussing 
pated volume and type of loans, said 
show interest in 
Even at 42 
will tend 


antici- 


few investors would 
Title VI. at 4 per cent. 
per cent, some investors 
toward selectivity. 
Bus Bass said 603 
and 608 outlets are very limited. 
Paul Johnston said perhaps 
money trend had moved 
fast. He said that foreclosures and de- 


linquencies were below the anticipated 


was not wanted 
the 


too far too 


volume 

Dale Chegwin said savings and loans 
the insured 
Trend of rates on conven- 


are moving farther into 
loan field. 
tional loans is upward and there is 
a marked selectivity. 

Don Nicholson spoke on legislative 
news, including speculation about the 


Other Associations 


Wolcott Bill. He described changes in 
608. 

Higher prices and more money were 
predicted by Wilson Swan. The hous- 
ing shortage is only in the beginning 
stage of solution, he said. 

The Spring Clinic of the Detroit 
Mortgage Bankers Association featured 
a three-session program. In the morn- 
ing, members took up GI default and 
foreclosure procedure with Detroit and 
Columbus VA officials participating on 
the panel. That afternoon FHA and 
the housing outlook was on the Clinic 
schedule with Assistant FHA’ commis- 
sioner M. R. Massey and local FHA 
personnel leading the discussion. Walter 
Gessell was moderator. Following that, 
George O. Fetters of the Detroit Trust’s 
mortgage department spoke on “Serv- 
icing a Mortgage Portfolio.” At the 
dinner meeting that evening, Sigurd R. 
Wendin of Heber, Fuger, Wendin 
Company spoke on money and interest 
rates. The Clinic was a pronounced 
success and those attending had high 
praise for its planning and execution. 


The Detroit Association, inciden- 
tally, has three new honorary members. 
The real editors of the three 
Detroit newspapers, E. A. Baumgarth 
of the News, Col. H. H. Burdick of 
the Free Press and Pat Dennis of the 
Detroit 


estate 


Times, were recently elected. 


is especially fortunate among big cities 
in that all of its papers publish excel- 
lent real estate sections. 


The Austin, Texas, Mortgage Bank- 
ers Association—a name you haven't 
previously seen in these pages—had a 
recent meeting to discuss general con- 
ditions in our industry. Morris Alford 
is secretary. 


The veterans’ housing problem was 
the subject of an address by A. W. 
Sandack at a recent meeting of the 
Utah Mortgage Bankers Association. 


Ferd Kramer, president, Draper & 
Kramer, Inc., Chicago, has been re- 
elected president of the city’s Metro- 
politan Housing Council for the sixth 
consecutive term. . . . Walter L. Cohrs, 
First National Bank, re-elected 
treasurer. 


was 


Chicago Mortgage Bankers Associa- 
tion has set June 22 for its annual 
summer golf outing at Medinah Coun- 
try Club. The annual softball game 
between correspondents and _ bankers 
will be a feature of the day. 

At a recent meeting of the Cincin- 
nati Mortgage Bankers Association, 
members heard Carl H. Albertz and 
Henry A. Bettman of the Cincinnati 
Planning Commission speak on zoning 
and planning for the city . . . and in 
Cleveland, local mortgage bankers as- 
sociation members heard Russell Weis- 
man, columnist of the Plaindealer. 





January. 


Finance.” 


are shaping up today. 


Trinity Place, New York City. 





A Good Buy at #1 a Copy 


New York University has just published the complete transcript of the 
addresses given at the MBA-NYU educational course in New York in 


They’re as timely now as then. This conference was built 
around the theme of “The Impact of Economic Factors on Mortgage 
Those who attended heard some of the most highly regarded 
and widely-recognized economists in the country discuss all the under- 
lying conditions in our economy affecting the mortgage business. 
Everyone who attended this course said it provided an excellent back- 
ground of understanding for a better appreciation of conditions that 


At $1 a copy, we can promise you a bargain. Write for a copy, enclos- 
ing check, to Stewart Sheppard, Administrative Assistant to the Dean, 
Graduate School of Business Administration, New York University, 90 
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